IN  THIS 
ISSUE 


■  DEC  customers  will  find  bargain- 
basement  prices  on  the  used  market  as  re¬ 
sellers  unload  their  inventories  of  recently 
devalued  systems.  However,  some  of  that 
windfall  could  be  lost  because  of  DEC’S  VMS 
upgrade  charges.  Resellers  say  DEC  has  re¬ 
cently  been  charging  premium  prices  for  op¬ 
erating  system  upgrades  on  used  equipment 
as  a  way  to  discourage  customers  from  shop¬ 
ping  on  the  secondary  market.  Page  1. 

■  Sensitivity  to  sociological  and  cul¬ 
tural  issues  is  important  for  IS  managers 
who  want  to  create  a  successful  software 
measurement  program.  Staffers  will  likely 
feel  dismay  and  apprehension  at  the  prospect 
of  such  scrutiny.  What  IS  chiefs  must  convey 
is  that  the  measurement  program  is  not  a  pu¬ 
nitive  weapon  but  a  way  to  identify  problems 
and  point  out  strengths.  Page  6 1. 


Quotable 

“V  ou  can't  just 
I  sit  there  and 
stay  status  quo  be¬ 
cause  you  might 
merge.  Your  perfor¬ 
mance  continues  to  be 
measured  for  what  it 
is  today." 
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updates.  Page  80. 


WHEN  THE  FORTUNE  500 
WANT  SORTING  EFFICIENCY. 
THEY  DON'T  WASTE  TIME. 


Data  warehouse  concept  OK, 
users  waiting  for  reality  check 


Banks  invest  in  IS  despite  cutbacks 


The 
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greeted  by  1995. 

On  March  12,  Oracle'  recorded  the  highest  TPC 
Benchmark"  B  rate  ever:  425  tpsB  on  a  VAXduster. 
And  the  fastest  TP1  score  ever  on  January  21st:  416 
tps  on  an  BM-  compatible  mainframe. 

Both  were  industry- standard  tests  on  8  gigabyte 
databases,  independently  certified  by  Codd  8 C  Date. 

All  these  benchmarks  are  further  proof  that 
ORACLE  not  only  runs  virtually  everywhere,  it  runs 
fastest  everywhere.  Fastest  on  PCs,  workstations, 
minicomputers  and  mainframes.  Fastest  on  stand¬ 
alone  machines,  or  in  a  client/server  configuration. 

So  no  matter  what  system  you  choose,  you  get 
the  best  performance  and  lowest  cost  per  transaction. 

No  small  concern  to  managers  trying  to  squeeze 

die  most  out  of  their  MIS/DP  budgets. 

1-800-633-1071  Ext  8116 

But  don’t  just  take  our  word  for  it.  Call,  and  ask 
for  the  benchmark  reports  audited  by  Codd  &  Date. 
They  certify  the  test  results  and  give  a  full  account  ol 
the  testing  methodology  and  system  configurations. 
Just  the  thing  for  a  little  speed  reading. 

ORACLE’ 

Software  that  runs  on  all  your  computers. 


lb  The  Most! 
Advanced  RDBMSS 
It’s  Just  AnotherM 
Server.  I 


Client/server  computing  integrates  the  powerful, 
graphical  capabilities  of  desktop  workstations 
with  the  proven  data  storage  and  processing  capa¬ 
bilities  of  mainframes.  Client/server  computing, 
in  essence,  turns  mainframes  into  servers. 

But  turning  mainftames  into  servers 
creates  two  tough  problems:  Preserving  MIS 
control  over  corporate  data.  And  integrating 
existing  applications  with  new  ones. 

Only  SYBASE*  solves  both  problems. 

Unlike  most  RDBMS  gateways,  SYBASE 
gives  MIS  complete  control  over  mainframe  data, 
applications,  and  services  by  providing  desktop 
access  transparently  through  CICS — ensuring  that 
all  requests  meet  current  transaction  management, 

security;  and  monitoring  requirements.  In  addition, 

SYBASE  allows  MIS  to  regulate  network  access  to 


With  SYBASE,  MIS  is  always  in  control. 

SYBASE  also  leverages  the  investments 
made  in  existing  mainftame  applications.  SYBASE 
integrates  new,  LAN-based  applications  with  main¬ 
ftame  applications  written  in  COBOL,  PL1  or 
Assembler,  as  well  as  with  all  data  sources  and 
services  accessible  from  CICS,  such  as  DB2, 
IMS/DB  and  VSAM.With  SYBASE,  existing  main¬ 
frame  applications  don’t  have  to  be  rewritten. 

SYBASE  is  the  only  product  that  lets  you 
effectively  turn  your  mainftames  into  servers  as 
you  deploy  new  LAN-based  applications  on 
VAXes,  UNIX,  OS/2,  and  DOS-based  platforms. 
Macintoshes,  and  others. 

What’s  more,  our  professional  services 
division,  SQL  Solutions,  can  help  you  design, 
develop,  and  integrate  complete  multi-vendor 
relational  systems  for  your  on-line,  enterprise-wide 
computing  environment. 

To  find  out  more,  call  and  register  for  a 
Sybase  Educational  Seminar  near  you.  Because 
the  time  to  turn  your  mainframes  into  servers 


Just  call  1-800-8-SYBASE. 


Macworld  highlights  System  7.0 


Lotus  agrees  to  adapt  1-2-3 


IBM  Delivers 


KtSPACFa* 
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of  specialists  inwery  environment  - 
professionals  who  tap  the  full  potential  of 
the  latest  IBM  technologies. 

Candle’s  quest  for  currency  also  carries 
over  to  tprhniral  support  and  education. 
Whether  it’s  on  the  phone  or  in  a  class¬ 
room,  our  people  are  specially  trained  to 
provide  up-to-the-minute  answers  about 
Candte  product  support  of  new  IBM  releases. 

At  Candle,  we  believe  in  making  head¬ 
lines,  not  excuses.  For  the  current  news, 
contact  your  Csmdle  account  representative 
today  or  call  (800)  843-3970  and  ask 
for  Department  607. 


The  best  way  to  keep  your  name  in  the 
headlines  is  to  do  something  remarkable 
...over  and  over  again. 

At  Candle  Corporation,  that  feat  is  called 
“IBM  currency’’  -  keeping  pace  with  each 
new  IBM  release  in  every  environment 
Matching  IBM  stride  for  stride  is  a 
costly  undertaking.  That’s  why  many  of 
our  competitors  are  reluctant  to  support 
new  releases  until  the  market  is  well- 
populated.  But  at  Candle,  we’ve  always 
had  a  soft  spot  for  pioneers  -  especially 
those  data  centers  that  can’t  wait  six 
months  for  today’s  breakthroughs. 

Our  commitment  begins  with  enormous 
R&D  expenditures,  but  that’s  only  part 
of  the  story.  We’ve  also  assembled  teams 


Now  they’re  calling  it  a  Turn-programmable  terminal.  Which 
might  make  you  think  technology  has  simply  passed  it  by. 
At  SAS  Institute,  we  see  things  a  little  differently.  After 

attached  to  it— are  the  backbone  of  your  business.  Not  to 

we  just  don’t  think  you  should  have  to  replace  that  invest¬ 
ment  to  enjoy  the  interactivity  of  a  PC  environment 
Just  get  the  SAS*  System  of  software. 

Bring  the  Individual  Productivity 
of  a  PC  to  Your  Mainframe. 


Let  the  SAS  System  point  the  way  to  greater  produc¬ 
tivity  on  your  mainframe  .on  your  minicomputers  and 
UNIX'-based  workstations  . .and  on  your  PCs  running  OS/2" 
and  MS-DOS*.  Wherever  you  choose  to  run  the  SAS  Systran, 
you’ll  get  fast-and-friendly  software  backed  by  expert 
technical  support,  consulting  services,  documentation, 
and  training. 

All  from  SAS  Institute  Inc.,  one  of  the  world's  most 
respected  names  in  software.  For  a  SAS  System  executive 
summary,  plus  details  about  how  you  can  receive  the 
SAS  System  for  a  free  trial,  give  us  a  call  at  919-677-8200. 
In  Canada,  call  416-443-9811 . 


Only  the  world’s  leading  applications  system  could  bring  the 
look  and  feel  of  SAA/CUAto  your  mainframe... and  breathe 
new  life  into  your  3270  terminals.  Just  point  and  shoot  to 
gain  total  control  over  your  strategic  data-driven  tasks:  data 


M 


SAS  Institute  Inc. 

Software  Sales  Department 

SAS  Campus  Drive  □  Cary,  NC  27513 

Phone  919-677-8200  □  Pax  919-677-8123 


graphics  to  decision  support  and  applications  development. 


Thousands 
This  of  thoi 
Millions0 . 

How  much  can  you  save  yoi 
simply  by  using  your  presei 
And  now  will  you  know  un 


Just  ask  your  HP  Consultant 
Wfell  come  in  and  see  if  you’re 
really  getting  your  money’s 
worth  from  your  systems. 

It’s  something  our  people  do 
all  the  time.  Because  we  know 
how  important  it  is  to  squeeze 
the  last  dollar  out  of  your 
computer  investment  Before 
you  spend  another  cent 
Our  specialists  from  HP  Pro¬ 
fessional  Services  will  take 
a  close  look’  at  your  comput¬ 
ing  environment,  then  put 
together  a  program  tailor- 
made  for  you.  Whatever  needs 
doing,  we’ll  do  it 
So  call  HP  at  1-800-752-0900, 
Ext  2540  for  more  informa¬ 
tion.  You  may  ask  yourself 
that  million  dollar  question: 
why  didn’t  I  do  it  sooner? 


YZaI  HEWLETT 
WMM  PACKARD 


ir  company 
it  systems  better? 
less  you  ask? 


Before  you  plunge  into  new  technology  make 


j  When  your  company  invests  in  Computer-Aided  Software  Engineering  (CASE),  an  experienced  supplier  is 
critical  to  your  ability  to  move  quickly  and  efficiently  to  full  productivity.  With  over  50,000  products  sold, 
KnowledgeWare  is  the  industry  leader.  Our  integrated,  methodology-independent  tools  offer  a  full  life-cycle 
_ i  solution  from  systems  planning  through  automatic  code  generation.  Our  experienced  support  team  can  help 

_ _ _ _ _ - _ 


sure  you  know  what  lurks  beneath  the  surface. 


you  successfully  implement  CASE.  The  bottom  line  is  more  rapid  developmen 
quality  software  applications,  and  easier  ongoing  maintenance  of  those  applical 
as  business  requirements  change.  Call  1-800-338-4130  for  more  information.  V 
a  partner  like  KnowledgeWare,  you  can  make  the  leap  with  perfect  confidence. 


x  of  those  applications  |^j  KnovriedgeWfrre 
ore  information.  With  EMtWailSHSIIWIIWBMBHBI 


VIEWPOINT 


The  future  is  now 


Imagine  a  day  when  you  can  run  a  corpora¬ 
tion  —  a  big  company,  say  $600  million  and 
growing  fast  —  entirely  on  personal  com¬ 
puters.  Not  a  single  bit  of  digital  information 
is  processed  on  anything  other  than  a  PC.  That 
goes  for  data  processed  by  accounting,  human  re¬ 
sources,  R&D  and  the  electronic  mail  network. 
And  this  is  a  very  data-intensive  company  with  a 
better  than  1-to-l  ratio  of  PCs  to  employees. 

This  day  is  actually  today,  and  the  scenario  is 
being  (toyed  out  not  just  at  one  company  but  at  a 
growing  number  of  big  firms  where  a  PC  pedi¬ 
gree  is  synonymous  with  IS. 

Granted,  the  pure  PC-driven  companies  that 
we’re  talking  about  here  are,  in  fact,  computer 
vendors.  Their  IS  architectures,  admittedly  klud- 
gey,  serve  as  test  beds  for  what  they  view  as  the 
IS  world  of  the  near  future.  But  kludgey  systems 
or  not,  these  are  fast-growing  and  forward-look¬ 
ing  companies  vaulting  toward  the  $1  billion 
mark  without  the  benefit  of  a  minicomputer  or  a 

It  was  10  years  ago  that  IBM  unveiled  its  PC. 
The  business  press  wrote  about  IBM’s  “inva¬ 
sion”  of  the  hone  computer  market.  Here  at 
Computerworld,  a  debate  raged  as  to  whether 
the  announcement  should  even  be  covered  at  all 
The  big-iron  bigots  lost,  and  we  did  end  up  run¬ 
ning  the  story  on  the  front  page  with  the  headline 

“IBM’s  personal  computer  paves  new  corporate 
path.” 

What  an  understatement.  Ten  years  ago,  there 
were  few  visionaries  who  foresaw  the  revolution¬ 
ary  changes  PC  technology  would  bring  to  users, 
vendors  and  society  at  large.  Customers  will 
spend  nearly  twice  as  much  on  PC  technology  in 
1991  than  an  mainframe  technology.  The  com¬ 
puter  industry  is  being  completely  remade  before 

our  eyes  by  PC  advances  that  are  making  larger 
systems  obsolete  in  a  growing  number  of  applica¬ 
tions. 

The  most  innovative  software  thinking  in  the 
industry  is  going  on  at  the  desktop.  And  cheap  PC 
power  is  spreading  the  benefits  of  information 
technology  in  the  same  way  telephony  revolu¬ 
tionized  communications  two  generations  ago. 

Today,  the  visionaries  are  more  plentiful,  and 
the  future  they  anticipate  seems  almost  fantasy- 
like:  1 00-MJPS  PCs  selling  far  $ 1 ,000  by  the  end 
of  the  decade;  IS  dominated  by  multimedia  para¬ 
digms  and  keyboardless  computing;  and  —  is  it 
possible?  —  the  mainframeless  corporation. 

It’s  all  possible,  and  increasingly  likely,  given 
the  amazing  advances  of  the  last  few  years.  It 
won’t  be  an  easy  process  to  get  there:  Application 
downsizing  is  showing  itself  to  be  a  multiheaded 
beast,  and  the  real  productivity  benefits  of  desk¬ 
top  computing  are  still  debatable.  But  the  trend  is 
inexorably  in  the  direction  of  mainframe-like 
power  in  a  desktop  or  portable  package. 

Imagine  a  world  like  this.  Then  think  back  to 
the  first  time  you  saw  Charlie  Chaplin  in  an  IBM 
advertisement.  It  doesn’t  seem  that  long  ago,  and 
it  wasn’t.  What  is  probably  unnerving  is  that  this 
“imaginary”  world  is  no  further  off  in  the  future 
than  that  little  tramp  is  an  image  in  the  past. 


terns.  Representative  software  there  to  be  used, 
includes  Orade,  Unify.  Ward-  > 

perfect.  SAS  and  RMCobot.  Certifiede 

88open  was  started  more  Birm 


Harmful  price  cuts 


Tom  Mace  Did  the  wagon  master  need  to  the  machines  that 
President  know  OS/MVS.  C,  IDMS,  IMS,  tag.  then  next  time 
on  Consortium  Ltd.  DBZ,  VSAM,  TSO.  Roscoe,  will  be  gone.  In  a  n 
San  Jose.  Calif.  Unix,  Cobol.  CICS.  Easytrieve  ket,  Kmart  andpe 


Users,  speak  up! 


merits  from  its  readers.  Letters 
saonals  may  be  edited  for  brevity  and 

up  with  clarity  and  should  be  addressed 
tw  prod-  to  BUI  Labtris.  Editor  In  Chief. 
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Our 75,000 PVCS 
Users  Include: 

All  Of  The  Tbp  10 
Software  Publishers, 


I 


97Gf  Cbmputerworld’s 
Premiere  100.  v  T 

And426Qf 
The  Fortune 500. 

But  Who’s  Q)unting? 

WWiirtthese  users,  the  PVCS  Series  is  «ne  undsputed  mart«t  |  INTERSOLV  procCcts.  or  can  be  "snapped"  into  your  current  cUtLre.  - 


Add  to  that  our  corrrnitrnent  to  an  Open  archit3ec±une  and 


Or  call,  1-800-547-4000  ext  9101. 


INTERSOLV 
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Building  on  DB2? 


Regardless  of  where  you  are  in  DB2,  you  can  count  on  BMC  to 
deliver  the  products  you  need.  BMC's  utilities,  administration, 
performance  monitoring  and  DASD  data  compression  products 
are  designed  for  assured  data  integrity,  advanced  functionality 


UNLOAD  PLUS  for  DB2*  is  the  newest  addition  to  BMC 
Software’s  comprehensive  product  line.  It  unloads  DB2  data  four 
to  eight  times  faster  than  conventional  SQL-based  applications 
and  can  also  unload  from  image  copies  or  DSNICOPYs  with 
similar  increased  performance. 

This  new  utility  also  offers  added  functionality  including 
powerful  selection  criteria  for  unloading  specific  rows  and  col¬ 
umns  using  SELECT -like  syntax  and  a  comprehensive  set  of 
data  type  conversions. 

Like  UNLOAD  PLUS,  BMC's  other  utilities  for  DB2  offer 
increased  speed  and  functionality.  Depending  on  the  product, 
they  run  2  to  10  times  faster  than  the  IBM  Utilities  and  include: 

■  LOADPLUS” 

■  REORG  PLUS 

■  COPY  PLUS 

Each  of  BMC's  administrative  products  are  built  to  eliminate 
the  complexity  of  DB2  management.  These  solution-oriented 
tools  ease  and  speed  the  administration  process  for  everyone 


from  the  new  DB2  user  to  those  with  multiple  production  applica¬ 
tions  and  multiple  DB2  subsystems.  MASTERMIND1"  for  DB2" 
products  include: 

CATALOG  MANAGER 
ALTER” 

DASD  MANAGER 

For  meaningful,  timely  performance  information,  the  point 
and  shoot  capabilities  in  ACTIVITY  MONITOR  are  unparalleled. 
And,  when  saving  DASD  becomes  important,  DATA  PACKER” 
reduces  DASD  requirements  for  DB2  tables  30  -  80%. 

Build  with  the  leader 

To  help  you  build  on  DB2,  BMC  has  developed  a  blueprint 
of  the  DB2  environment  in  an  informative  poster,  “DB2  —  The 
COMPLETE  Picture."  For  a  free  poster,  more  information,  or  to 
start  a  30-Day-Plus  Free  T rial  of 
UNLOAD  PLUSor  any  ofBMC's 
other  DB2  products,  send  your 
request  by  fax  to  71 3  242-6523 
or  call  BMC  toll  free  at 
1  800  841-2031. 


SOFTWARE 


CICS,  IMS,  DB2,  COBOL  &  PC 


lor 

application  Systems  Development 


online  CCD  Online  Systems.  lm 


Bank  feels  secure  with  IBM/Wang  union 

National  Westminster  optimistic  that  companies  can  resolve  issues,  benefit  from  tech  knowledge 
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SYSTEMS  &  SOFTWARE 


SOME  MERGERS  V\l 

formats.  And  Clipper  5.0  is  optimized  to 
get  things  done!  You  get  the  simplicity  of 
dBASE  syntax  without  sacrificing  the  low- 
level  functionality  of  C. 

BIBO  THE  INGREDIENTS  YOU  NEED 

Clipper  5.0's  open  architecture 
supports  a  thriving  aftermarket,  including 
problem-solving  libraries  that  permit 


Confused  about  the  future  of  your 
dBASE*  applications?  The  answer  is 
Clipper  5.0. 

THE  FUTURE  Of  dBASE 1$  HERE  TOM 

You  don't  have  to  wait  to  compile  your 
dBASE  applications,  Clipper  can  do  it  now! 
But  Clipper  5.0  also  gives  you  a  complete 
development  system,  including  an  open 


architecture  language,  compiler,  dynamic 
overlay  linker  and  an  exclusive  virtual 
memory  manager  that  shatters  barriers  to 
bigger,  more  ambitious  PC  applications. 

IT'S  A  MDMASTEirS  DREAM 

Clipper  5.0  can  integrate  code  from 
Clipper.  C,  Assembler,  dBASE  and  Pascal. 
Applications  can  even  access  multiple  data 


ORK.  SOME  DON'T. 


Clipper  applications  to  also  manage 
SQL,  Paradox  and  Btrieve  data,  today. 

SEE  HOW  IT  GOES  DOWN 

Clipper  5.0’s  development  capabilities 
are  undiluted  to  meet  developers’  needs, 
exclusively.  So  if  the  software  industry’s 
newest  merger  looks  like  a  nightmare 
concoction  to  you,  try  Clipper  5.0. 


For  the  name  of  your  nearest  reseller 
and  a  FREE  copy  of  our  white  paper 
"Clipper  5.0  for  dBASE  Developers"  call: 


800/52H978  extIOlO 


I  Nantucket. 
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Sometimes  sharing  will 
slow  you  down. 


Now  there’s  a  new  LaserJet  fast 
enough  and  smart  enough  to 
keep  the  whole  group  happy.  The 
LaserJet  mSi  printer.  A  17ppm 
powerhouse  designed  for  high 
volume.  And  multiple  users. 

With  the  LaserJet  mSi,  your  users 
are  up  to  speed  the  moment  they 
give  the  “print”  command.  HP’s 
RISC-based  formatter  and  the 
PCL5  printer  language,  with  vector 
graphics  and  on-the-fly  typeface 
scaling,  yield  fast  results.  Even 
on  the  most  complex  documents. 


The  LaserJet  mSi  meets  the 

demands  of  your  shared  work  - 

groups  with  two  500-sheet  input  cards  that  support  Novell  or 
trays,  an  output  capacity  of  500 
sheets,  and  a  monthly  duty  cycle 
of  50,000  pages.  HP  includes 
a  job  offset  feature,  a  tray- full 
sensor,  and  software-selectable 
language  switching  between  PCL5 
and  optional  Adobe*  PostScript? 

For  added  versatility,  you  can 
choose  an  envelope  feeder  and 
two-sided  printing. 

HP  sets  a  new  standard  for  I/O 


And  sometimes  it’ll 
get  you  there  faster.  Introducing 
the  17ppm  LaserJet  printer. 


3COM  3+OPEN.  The  LaserJet 
mSi  comes  with  standard  parallel 
and  serial  I/Os. 

For  all  its  capabilities,  the  fastest 
LaserJet  printer  is  priced  at  just 
$5,495?  An  exceptional  value 
considering  your  users  will  also 
be  getting  the  sharpest  300  dpi 
print  quality  yet  In  fact,  HP’s 
revolutionary  combination  of 
Resolution  Enhancement  tech¬ 
nology  and  new  microflne  toner 
challenges  the  print  quality  of 
many  600  dpi  printers. 


If  you’re  ready  to  hook  your 
users  up  without  slowing  them 
down,  call  1-800-752-0900, 
Ext  2134  for  more  information 
oh  the  LaserJet  IllSi  and  the 
name  of  your  nearest  authorized 
HP  dealer. 

HP  Peripherals 

When  itfe  important  to  yon. 


m 


HEWLETT 

PACKARD 


A  Familiar  Name, 

A  Friendly  Face 

The  SAS  System  helps  UNIX  do 
what  UNIX  does  best.  It’s  never 
been  easier  to  exploit  all  the 
price/performance  advantages 
of  UNIX.. .or  to  connect  UNIX 


with  other  systems  throughout 
your  organization.  That’s 
because  the  SAS  System’s  pow¬ 
erful  data  access,  management, 
analysis,  and  presentation  tools 


workstations  as  they  do  on  hosl 
machines. 

A  menu-driven  user  inter¬ 
face  takes  you  directly  to  the 
SAS  System's  most  popular  appli¬ 
cations.  We’ve  also  taken  full 
advantage  of  UNIX  native  win- 


interactive  capabilities  for  i 
data  analysis. 


Applications 
System  I 
Welcomes 


The  Most  Comforting 
Reason  Yet  to  Choose  UNIX. 

The  world’s  leading  applications 
system  has  arrived  on  leading- 
edge  UNIX  workstations.*  Bring¬ 
ing  with  it  the  same  integrated 
applications  that  have  made  SAS 
software  such  an  indispensable 
part  of  the  corporate  mainstream. 
And  that’s  a  very  comforting 


XDB:  DB2  Development  on  your  PC 


It's  Proven 


it  Works. 


DBMS 


COMPUTCRWORLD 


PCs  &  WORKSTATIONS 


Laptops  make  sales  force  shine 


Add-in  board  lets  IBM  PCs 
run  Macintosh  software 


IBM  Midrange  since  day  one.  And  our  cooperative  R&D  relationship  with  IBM  ensures  that  our  products  are  designed  to  take  full  advan- 

tage  of  the  AS^'s  expanding  range  of  processing  power.  Me  a  doser  look  at  tftedistrihuticn  (software  2000 ) 

management  solution  for  the  '90s.  Call  Software  2000  today  at  (508)  778-2000.  2b  AS/WO  Business  Solutioa 
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COMPUTERWORLD 
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TECHNOLOGY  ANALYSIS:  NOTEBOOK_PCS^ 


i&  WORKSTATIONS 


AT&T  Safari  NSX/20:  Worth  the  expense 


AT&T’s  Safari  NSX/20 


[TZ. _ 

iasr 

Our  standalone  modems 
stand  out  In  their  class. 


Our  modem  management  system 
Is  In  a  clafes  by  itself. 


Whether  you’re  looking  for  a  high  performance 
modem  to  provide  one-to-one  dial-up  access  to 
computing  resources,  or  a  multiple  terminal  to 
mainframe  modem  management  system,  Microcom 
has  what  you  need. 

Take  our  QX/4232hs:  It  provides  38,400  bps 
throughput  with  up  to  400%  data  compression  and  is 
fully  compliant  with  all  existing  standards  world¬ 
wide.  That  includes  CCITT  V.32,  V.42  and  V.42bis. 

The  QX/4232hs  features  MNP®  10,  the  most 
advanced  version  of  the  industry  standard 
Microcom  Networking  Protocol!”  MNP  10  provides 
error  free  data  transfer  with  Adverse  Channel 
Enhancements'”  (ACE”)  to  automatically  adjust 
transfer  rates  up  or  down  depending  upon  the  line 
tonditions. 

Pur  HDMS7  is  a  chassis-based,  data  center 
solution  that  provides  unprecedented  dial-up 


network  management  capabilities  as  well  as  proven 


NETWORKING 


Macintosh  steps  into  X  Window  System  arena 


IBM  enhances 
Netviewtool 


Based  on  what  our  customers  many  categories, 
tell  us,  we  made  a  list  of  some  of  For  instance,  only  dBASE  IV 
the  most  important  features  to  look  lets  you  access  all  its  functions 

for  in  data  mansgement  software.  from  a  single  screen.  Called  the 

Then  we  compared  the  new  Control  Center,  this  screen  lets 

dBASE  IVversion  LI  with  two  you  manage  existing  data,  and 
other  database  products  create  new  tables,  queries  reports, 

As  you  can  see,  dBASE  IV  forms  and  labels  totally  without 

offers  exclusive  advantages  in  programming 


table,  ids  easy  to  see  which  database 
software  is  best 

Of  course  we  aren’t  the  only 
ones  who  have  come  to  this 
particular  conclusna 

Square  Digest  rates  dBASE  IV 
version  LI  the  #1  Multiuser 
Database  (\fol  7  No.  1}  Oct ’90). 


dcr  IBM's  systems  automation  product. 
Automated  Operations  Control/Multiple 
Virtual  System  or  Sohitionpac.  For  new 
IMSAO/MVS  users,  the  basic  Bcenae 
costs  $15,800,  and  the  Distributed  Sys- 


i  $7,200. 
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CONTINUED  FROM  MGE‘ 


Perhaps  the  most  independent  pub¬ 
lication  in  the  industry  Software  Digw 
I  accepts  no  advertising  whatsoever.  Cor¬ 
porations  pay  hundreds  of  dollars  a  veu 
to  receive  their  monthly  reviews-whkl 


■  -  - - - j  runong  me  top  rarnung  piugiams, 

'^(OGHAMS  dBASE  [V  (version  LI)  is  the  most  well- 
,  rounded  with  solid  performance,  ver- 

y///  /  ///  satility  and  usability"  Commenting 


reports  as  fast  as  or  faster  than  FoxPro/ 
LAN”  As  lor  Ease  of  Use  and  Ease  of 
Learning,  dBASE  IV  scored  in  the  Excel¬ 
lent  Range  as  many  times  as  any  other 
multiuser  database  product  tested 
For  a  free  evaluation  kit,  including 
competitive  details  and  a  free  demo  disk. 


call  toll- bee: 
WOO-437- 
4329  ext  1416 
Better  yet, 
call  1-800- 
2ASHTON 


dBASE  IV  now.  ■ - 

The  truth  is,  no  other  database  ca 
do  so  much  to  improve  productivity 


A  AshtonTate 


about  IBM,  as  they  get  oktertheir 
ing  seems  to  be  improving. 


“I  run  our  company's  data  center,  and  I’ve  known  IBM 
since  the  punch  card  days.  Back  then,  they  would  show  up  and 
I'd  take  notes.  How  different  today  Now  I  go  to  their  meetings 
and  they  take  notes. 

“If  they’re  planning  a  new  system  or  creating  new  soft¬ 
ware,  they’ll  ask  me  what  I  think  of  it,  and  they  don’t  fish  for 
compliments. 

“What  a  switch.  Here  I’d  always  planned  around  IBM. 

Now  they’re  planning  around  me.” 

The  Solution.  If  IBM  has  one  mission  it’s  to  help  our 
customers  solve  problems.  Which  means  wed  better  know  what 
their  problems  are,  and  that’s  why  we  have  Customer  Councils. 

On  a  regular  basis,  we  sit  down  with  customers  to  talk 
about  new  directions  and  to  hear  whatever  else  they  might  have 
to  say  As  a  result  we’ve  improved  our  products,  our  services  and, 
in  fact,  ourselves.  So  when  customers  are  = 

happy  with  a  new  IBM  system,  there  s  r  _  _  — — - 

good  reason  for  it.  They  helped  us  design  it.  = -  —  "  — 


A  Landscape 

TRANSITION 


There’s  a  question  that  Gordon  Monro,  uo““ 

general  manager  of  information  technol-  impacted  by  i 
ogy  at  DHL  Systems,  Inc.  in  Brussels, 
asks  his  vendors,  and  it  says  a  lot  about  the  way  in  non  -  Aus. 
which  the  European  landscape  has  changed  and 
is  changing.  ™  “““j 

What  Monro  wants  to  know  when  potential  „estemizaik 

suppliers  come  calling  is,  “Can  you  the  span  ofa  particular  business.  nent. 


Crossing  Europe 


VAN  TRANSPORT 


\m 


The  cost  crunch. 


\ 


Budgets  get  cut.  Demands 

Tradition  has  it  that  if  you  want  something 
done  for  less,  you  do  it  yourself.  So  once  again, 
the  computer  world  defies  tradition. 

IS  departments  are  discovering  that  many 
"in-house  functions  can  be  handled  more 
economically  and  better,  by  outside  specialists. 

Which  is  why  as  belts  tighten,  outsourc  ing  has 
become  a  hot  topic. 

Its  also  why  IBM  has  dramatically  expanded 
our  range  of  services,  to  provide  whatever  kinds 
of  support  you  need,  to  save  you  the  most  money. 

lor  example,  we  can  run  your  whole 


) 

! 


don’t.  If  you  need  help,  we  have  it. 

Well  also  pu 

ers  so  vou  can  share  their  experience. 

The  idea  is  for  IBM  to  lighten  your  IS  hur- 


data  center  (as  we’re  now  doing  for  several  large 
customers)  or  we  can  take  responsibility  for 
selected  areas: 

From  disaster  recovery  to  network  manage¬ 
ment.  to  application  development  and  engineer¬ 
ing.  to  training  your  people  and  helping  end 
users,  to  installing  fiber  optics,  to  multivendor 
integration  and  maintenance,  to  name  a  few. 

If  you  like,  we  can  begin  by  analyzing  your 
operation  to  see  where,  or  if,  we  can  help  you. 

If  you  don’t  need  us,  we’ll  say  so.  But  if  we  can 
save  you  money  we’ll  show  you  how,  up  front. 


in  focus  o 


your  core  business.  After  all.  our  eon-  business 
is  IS.  Were  aln-ady  gean-d  for  just  about  any 
problem  voure  liliolv  to  face.  So  our  economies 
of  scale  can  mean  eeonomv  for  you.  too. 

lb  learn  more  about  how  fBM  services  can 
help  you  meet  both  your  needs  =  ==-  =  = 
and  vour  budget,  call  us  -  =  === 

at  1  800  IBM-6676,  ext.  881.  ==-=-  = 


Ou  Sont 

LES 

TECHIES? 


Hiring  the  right  person  for  any  job  can  be 
tricky,  but  in  some  European  countries, 

i  “The  demand  in  France  is  high  for  [IS] 


ita  processing  professional*,  but  rather,  a  high  demand  Shortages  like  these  are  driving  up  si 
>r  a  limited  number  of  peo-  Once  they  find  people  to  hire,  pl,c?s\'nEl 

le  with  particular  skills,  ample,  tne  av 

lys  Richard  Wonder,  na-  employers  usually  don’t  have  too  cessing  salary 
onal  director  of  the  ISdivo  hard  a  keeping  them. 


firms  have  long  been  a  very  big  business  in  Europe.  And, 
Moore  adds,  a  lot  of  European  companies  prefer  working 


Outsourcing  Seed  Planted,  Ready  To  Grow  In  Europe 


ugh  locate  to  staff  a  European  Cap  Gemini  Sogeti  “ha»nly^>el> 


ttifiifiHll!  I  sen:  m  J  '  t  urn 


SYSTEMS 

without 

BORDERS 


Centuries  of  proximity  with  often  incompati-  them,  but  ibm  only  ays  sna,”  says 

ble  neighbors  have  taught  Europeans  patience  2h^gy°d^n^«  mana™"™ 

and  the  fine  art  of  compromise.  These  are  mg  Kugeif.scher  Georg  Schafer 

lessons  that  many  firms  operating  in  Europe  are  ohring  adds  that  ibm  recendy 
now  finding  they  must  apply  to  the  intricate  pro-  ^^^“coilll^g1^  Ibm 
cess  of  linking  systems  and  software  in  a  meaning-  Systems  Nemo*  Architecture 
fill  way  across  the  whole  span  of  their  business. 

Europe  is  commonly  believed  to  open  systejns  consultancy.  •  by  Infonet  Services  Corp.,  saying  that 

be  far  ahead  of  the  U.S.  when  it  cotasif'  “There  is  a  good  deal  of  skepti-  such  links  are  far  less  efficient  than 
to  standards  implementation,  but  cism  [in  Europe]  regarding  open  sys-  the  traditional  SNA  leased-line  con- 
many  local  sources  say  perception  is  terns  because  of  the  slow  process  of 


lilt! 


To  compete  in  the  ’90s,  you  need... 


i  communications  using  TCP/ll*  OSI,  ISDN, 


data  transparency  across  IBM,  Apple®,  DEC,  HP  i 


network  management  that’s  easy,  reliable  and  ric 


advanced  applications  like  image,  telephony  a 


i  extensive  growth  path  that  protects  your  invesj 


high-function  server  that  makes  cooperative  pi 


SNA,  Ethernet  and  Novell® 
and  other  platforms 
lly  developed 
computer-based  FAX 
ments  in  software  and  hardware 
aceissing  a  reality 

...an  IBM  AS/400: 


Horsepower=firepower: 


according  to  DMR’s  Tom  Moore, 
a  manager,  he  recommends,  don’t 


a© 


The  Customer  Is  Always  )Nm1 


US£*S  MAY  HAVE  TO  GET  USED  TO  IONGEH  WAITS  and  hi 

(ran  coenp«hir*y*fcmi  v«nA)o^|iiE'Jiy«-  TW'  ’ 

Mono*  U  not  considered  any  kind  of  priority  in  Europe.  Thara's  only  one 
pbc*  wh»  you  9-  good  wvio  and  *afi  in  Mtouronh  -ytiwo  you 
pay  wal  for  if.  Barda/ ,  Bank,  for  exnmpW,  ha*  terriblu  ond  raaliy 

long  linos,  own  though  itmokos  more  money  than  any  other  ratal  bank. 


V.  J.  Griffith,  a  group  director  at  Maneuvering  room 

ac  National  Centre  for  Infonna-  [}run,,  Zuccaraidirector  of  IS  at 
on  Technology,  a  London-based  Be„etton  SpA,thinks  American'  IS 

aembership  organizanon  that  managers  are  ioo  narrowly  defined 


On  -what  Europeans  could  learn  from 
the  U.S.:* Here,  there’s  not  that 
dose  relationship  between  the 


eldom  a  business  heavyweight.  A 
result,  the  concept  of  chief 
nformadon  officer  does  not 


The  body  of 
The  heart  and 


The  IBM  LaserPrinter. 

*  _  ► 


Other  than  being 
25%  faster, 

with  a  smaller  footprint, 
and  powerful  options  like 
3  paper  input  sources, 

3'/2  times  the  paper  capacity, 
5  times  the  envelope  capacity, 
and  automatic  collating, 
it’s  a  lot  like  the 
HP  LaserJet  El. 


There  are  lots  of  features  that  distinguish  us  from  our  competition. 

See  the  I BM  LaserPrinter  at  your  dealer,  soon.  You  may  find  the  pnceto  be  tltomost  distinctive 
feature  of  all.  For  the  dealer  nearest  you,  call  1 800  IBM-2468,  ext.  874 . 

Suddenly,  nothing  else  measures  up. 


Horwitt 


THE  EUROPEAN 

IT  EVENT 

OF  THE  YEAR 

HOTEL  EXCELSIOR 


THE  EUROPEAN 


VENICE 


25th-27th  SEPTEMBER  1991 

Europe  is  now  the  world's  largest  IT  market  The  IDC  Annual  Forum  provides 
senior  decision  makers  with  a  unique  environment  in  which  to  evaluate  the 
strategic  opportunities  that  developing  IT  trends  will  present 

THE  SPEAKERS  Peter  Bonfield 

Speakers  part  include:  Chairman  &  CEO,  ICL  pic 


UNEPROMIS- 
ING  develop¬ 
ment  is  the 
electronic  “preferred 
shopper”  card. 


Vittorio  Cassoni 


Francis  Lorentz 


"Michel  Jalabert 


Hans-Dieter  Wiedig 


Return  the  form  below  to  provision; 
of  this  major  event  The  cost  for 
Demand  for  places  is  already  high : 


COMMUNICATIONS 


WHO  SHOULD  YES, 

ATTEND?  Name 

CEOs,  ITtMISDirectors 


INTEGRATION  STRATEGIES 


New  technology:  Taming  the  bull 


New  stand-alone  technology  is  about  as  desir¬ 
able  as  a  loose  bull  in  the  data  center.  Sure,  it 
might  be  exciting  and  powerful,  but  a  technol¬ 
ogy  that  cannot  be  tamed  and  tethered  to  other 
computer,  network  and  system  applications  is  an  un¬ 
welcome  intruder. 

Many  computer  companies,  especially  in  artificial 


firms  such  as  Vie  de  France  Crap.. 
Dow  Jones  4  Co.  and  many  others 
(see  story  page  54).  These  innovators 


JOSEPH  MAGUTTA 


Kmart’s  $1  billion  bar-code  bet 

The  nation 's  second  largest  retailer  uses  a  nationwide  system  to  track  more  than  100,000  items  in  each  store 


(KU-fc  IU-T  LlC i 

L.a.  ecl’.L,, 


something  unique 
has  just  arrived.. 
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COMPUTERWORLD 


...Announcing 
a  new  modem 
so  flexible, 

it  will  change  your  mind  forever 
about  modems. 


AW  Paradyne 
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COMPUTEKWORLD 


FREE  Gi  l  SEMIS AR  SERIES! 


“Downsizing  for  the  ’90s  and  Be5<ond:  Developing  Advanced 
Windows  Applications  for  Client/Server  Computing” 


Power 


Rn-e^vine 


I  fs|M8m 

The  right  measurement  skills 


How  to  organize  measure  unit  1 

p@ 

wrong  data  always  seems  to  slip  by,  so 
the  corporate  group  must  ensure  that 
all  incoming  data  is  screened  and  ques¬ 
tionable  or  incorrect  information  is 

The  raw  data  can  either  be  collect- 

ed  by  focal  personnel  on  the  scene,  by 
traveling  data  collection  specialists 

ting  started  with  measurement. 

If  the  corporation  has  a  formal  quali¬ 
ty  assurance  (QA)  function,  the  defect- 
related  data  win  normally  be  collected 
by  QA  personnel.  Quality  data  can,  of 
course,  be  reported  separately  by  the 

QA  staff,  but  it  should  also  be  consoli¬ 
dated  as  part  of  the  overall  corporate 

User  satisfaction  data  from  com¬ 

projucthnty^ort.  ^  ^  ^ 

m.  the  br^r  “jj*  ^  corpwatwn 

m^?^^taScSleSd  from  track- 

mercial  software  houses  and  computer 
companies  is  often  collected  by  the 
sales  and  marketing  organization,  un¬ 
less  the  company  has  a  human  factors 
organization.  Here,  too,  the  data  can 

SSteTaUhe  source  prior  to  being 

be  reported  separately  as  needed,  but 

overan  corporate  reporting  system. 

Give  Me  30  Days  Free 
With  MacMainFrame. 

□  Yes,  call  me  to  arrange  for  my  free  30-day  trial  of  MacMainFrame. 

□  I’d  like  to  learn  more  about  using  the  Macintosh  as  an  IBM  terminal. 
Please  send  me  more  information  about  the  MacMainFrame  Series. 


1-800-AVA- 


SDLCi 


THE  30-DAY  MACMAINFRAME 
FREE  TRIAL  OFFER.  1-800-AVA-3270. 


Il  id  niuii  ill  Jl  liiii 


In  business,  faster  response  means 
reduced  costs  and  happier  customers. 

Kodak  offers  a  range  of  optical  disk  solutions 
for  safe  storage  and  fast,  transparent 
access  to  large  volumes  of  information... 
with  unquestionable  cost  savings. 

Designed  for  easy  integration  into  your  appli¬ 
cation,  versatile  Kodak  optical  disk  systems, 
coupled  with  software  solutions  from  our 
systems  integrator  associates,  can  safely  store 
from  35  gigabytes  to  over  a  terabyte  of 
digital  information .  In  from  three  to  twenty- 
two  square  feet  of  floorspace. 

Kodak  systems  can  locate  any  file  in 
seconds,  and  come  with  two  other  unique 
features:  the  exceptional  service  and  support 
you  expect  from  Kodak.  Don't  let  your 
questions  go  unanswered.  Call  for  a  complete 
package  of  information  and  knowledgeable 
follow-up.  FAX  1716  781-9748,  or  call  1800 
445-6325,  Ext.993D. 


The  VT“420  has  won  Digital 
Review’s  1991  Target  Award  for 
best  text  terminal  based  on  func- 


the  VT420’s  six  pages  of  off¬ 
screen  memory,  local  macros, 
communications  speeds  to  38.4K 


tionality  and  ergonomic 

baud  rate,  and  interna- 

design.  With  four  gener- 

DIGITAL 

tional  languages  make  it 

ations  of  leadership  ter- 

ON 

a  world-wide  leadership 

minals,  Digital  has 

TARGET 

terminal. 

consistently  set  the  stan- 

AGAIN 

Six  fonts,  all  dis- 

dards  for  excellence  and 

WITH 

played  at  a  flicker-free 

reliability. 

VT  420. 

70hz  refresh  rate, 

The  VT420  features 

up  to  48  display  lines, 

text  windowing  capa¬ 

overscan,  and  a  new 

bilities  that  let  appli¬ 

keyboard  provide  the 

cations  display  and 

award-winning 

manipulate  informa- 

ergonomics  that  increase 

don  on  screen  and  in  local 
memory  more  efficiently.  Forms 
management,  pop-up  menus  and 
help  messages  enhance  the  inter¬ 
face  and  response  times  for 
improved  productivity.  The 
VT420  also  offers  single-wire, 
dual-session  functionality  for 
using  two  applications  simul¬ 
taneously.  Information  can  be 
“copied  and  pasted”  within  or 
between  sessions.  Additionally, 


user  productivity  and  comfort. 

All  this  at  a  very  competitive 
price. 

Outstanding  performance. 
Exceptional  ergonomics.  The 
VT420  continues  the  tradition, 
lb  learn  more  about  Digital’s 
award-winning  VT420  text 
terminal,  call  1-800-343-4040, 
ext.  407.  Or  call  your  Digital 
Authorized 

i  „  BDSDD0O 


E  N  ADVANTAGE. 


South  Africa 


mark  your  calendar  now  to  be  in  Las  Vfegas, 

October  21-25, 1991,  for  the  13th  presentation 
of  COMDEX/Fall.  For  resellers  and  other 
volume  buyers,  COMDEX  is  your  most  essential  appointment  for 
keeping  your  business  on  the  leading  edge  and  providing  you  with 
a  world  of  unparalleled  opportunities. 


can-program  coordinator  tor  tne  Ameri¬ 
can  Friente  ^Service  Committee  m 


See  networking  solutions  in  action  at  the  all-new  COMDEX  Network  Computing 
Showcase,  supported  by  Novell,  Inc,  featuring  North  America’s  largest  concentration 
of  network  computing  products.  Complementing  the  Showcase  will  be  a  dedicated 
Network  Computing  Conference  program,  supported  by  Novell,  Inc  and  sponsored 
by  Network  World 

•  Prepare  for  tomorrow's  profit  opportunities  today  at  the  all-new  COMDEX 
Multimedia  Showcase.  Visit  the  companies  producing  the  latest  multimedia  products 
and  meet  the  derelopers  making  this  exciting  technology  possible  This  Showcase 
as  well  as  a  dedicated  Multimedia  Conference  program,  is  supported  by  IBM  in 
cooperation  with  the  Interactive  Multimedia  Association. 


•  Meet  international  exhibitors  and  establish  worldwide  trade  relationships  at  the 
US.  Department  of  Commerce  Foreign  Buyer  Program's  most  important  trade  eeenL 


Visit  workkiass  exhibit  sites,  highlighted  by  the  new  Sands  Expo  and 
Convention  Center-located  on  the  grounds  of  the  exciting  Sands  Hotel 
Casino  and  within  walking  distance  of  ewer  20,000  hotel  rooms. 

COMDEX/Fall  *91  is  your  most  important  appointment  of  the 
year.  To  leant  about  special  savings  on  airfare,  hotels  and  car  rentals,  mail 
or  fax  this  coupon  today. 

©€@m©iWfair91 


YES!  I'm  ready  lor  mi  ~ 
opportunities  ot  COktDEX/Fltt  '91, 
October  21-25, 1991.  in  Los  Vegss, 


funding  of  the  Inkatha  Freedom  Party  - 


Dell  stopped  doing  toismess  through  In- 

South  African  company,  when  the  state  of 
Michigan,  the  county  of  Los  Angeles  and 
the  dty  of  Pasadena,  Cahf.,  canceled  their 


has  been  made  in  South  Africa,”  an 
AT&T  spokesman  sakL^  ^  significaM  d 


exporting  to  South  Africa  through  a  Flori¬ 
da  firm  in  1985  and  1986,  despite  a  public 
I  darn  that  it  had  severed  all  ties  to  the 
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Yes,  I  want  $7500 
in  tree  long  distance  service. 

Quick,  tell  me  more  about  Al&T  N 

MEGACOM*  War?  in  time  to  take  t 

advantage  of  your  incredible  “MEGA  c 
BUCKS  ' offer.  Offer  expires  Sept.  2,  , 

1991.  Service  must  be  installed  by 
Nov.  1, 1991 

Return  this  coupon  or  call  AT&T  direct  at:  c 

1800  247-1212,  ext.  379 
Otfitx  this  card  to. 

1800  248-2492.  .^a 

^pAT&T 


If  we  cant 
convince  you 
totry  ■<- 
miMKiACOM 
WATS, 

maybe  these 
guys  can. 


Your  savings  on  AT&T MEGACOM 
WATS  outbound  long  distance 
service  can  really  add  up. 

Sign  up  before  September  2, 1991 . 
and  you  can  get  $7,500  (or  seven 
Clevelands  and  a  McKinley)  in  free 
long  distance  service. 

Vfe’ll  also  waive  about  $2,100 
(a  couple  of  Clevelands  and  Grants) 
in  installation  and  start-up  costs* 

And  after  that,  you’ll  keep  on  see¬ 
ing  more  and  more  of  these  guys. 

Because  if  your  business  spends 
$3,800  or  more  a  month  in  outbound 
long  distance,  AW  MEGACOM  WATS 
gives  you  AT&T’s  biggest  WATS  savings 
over  basic  long  distance  rates. 

Usage  Volume  discounts,  Term 
Plans  and  Multi-Location  WATS 

•  Service  musl  be  insulted  by  11/MM. 


S!SmoreeaVailabletOSaVe  I  want  $7500  in  free  long  dis  ”1 

I  a****™' MEGABUCKS- offer. 

tal  access.  Plus  all  the  advantages  of  |  ^ _ _ 

the  AT&T  network.  r  _ _ 

Still  not  convinced?  Then  use  ,  _ 

at  least  $2,500  a  month  in  AW  '  s«e _ zi> _ 

MEGACOM  WATS  Long  Distance  I  „ 


Service  for  six  months.  If  you’re  not  |  Curreni  Long  Disui 
happy,  well  pay**  to  switch  you  back 

to  whatever  long  distance  service  _ _ _ __ _ _ 

you’re  using  now  |  imomuw sepl mu* i*  j 

So  call  1800  247-1212,  ext.  379  Or  L - _^1 

return  the  coupon.  ^ 

AWT 


And  keep  more  of  these  guys  right 
where  you  want  them. 


In  your  pocket. 


f  The  right  choice. 


We’ve  already 
sold  more  computers 
than  most 

computer  companies, 
installed  more  networks 
ten  most 

networking  companies, 

serviced  more  systems 
ten  most . 
service  companies. 


STotbad  for  a  company 
that  was  bom  yesterday. 

On  August  5, 1991,  JWP  Information  Systems  and 
Businessland  made  an  announcement  that  will  change  the 
world  of  business  computing.  For  the  better. 

Quite  simply,  they  announced  that  they  will  join  forces. 

And  two  of  the  leading  computer  resellers,  each  with  a  pro¬ 
found  dedication  to  customer  satisfaction,  will  become  one. 

Namely,  JWP  Businessland. 

It  will  be,  by  a  wide  margin,  the  world’s  largest  company- 
owned  provider  of  personal  computer  products,  networks  and 
support  services. 

One  of  the  world’s  premier  IBM  Business  Partners,  JWP 
Businessland  will  deliver  a  broader  range  of  quality  products, 
a  greater  depth  of  technical  expertise  and  a  higher  level  of 
service  and  support  than  ever  before.  And  given  its  size  and 
influence,  it  will  deliver  better  value  than  any  of  its  competitors. 

Moreover,  JWP  Businessland  will  be  the  strongest,  most 
stable  company  in  the  business.  It  is  a  part  of  JWP  INC.,  the 
world’s  largest  technical  services  company,  with  $3  billion  m 
sales  and  over  22,000  employees. 

JWP  Businessland. 

If  business  computing  is  your  business,  we  urge  you  to  call 
us  at  1-800-423-3414. 

You’ll  find  your  future  looks  a  great  deal  better  than  it  did 
N  the  day  before  yesterday. 

^  JWP  BUST£SSlam) 


Ross  Systems  buys  into  process  manufacturing  sgags; 

Acquisition  of  UK -based  Pioneer  Computer  propels  firm  into  a  potentially  rich  new  market 


Temporaries  Pretrained  1  g^|pS 

For^triur  Data  Entry  Formate.  Compaq  attack 


Another  First  From  Kelly 

If  you  have  frequent,  multiple  or  long-  software,  we  can  now  assign  you  Kelly 
term  requirements  for  data  entry  tempo-  temporaries  pretrained  to  handle  your 
raries,  our  new  Kelly®  Customizer  is  ideal  specific  data  entry  formats, 
for  meeting  your  needs.  Your  Kelly  data  entry  temporaries 

By  encrypting  samples  of  your  data  arrive  on  the  job  ready  to  work,  not  just 

entry  screen  and  data  entry  forms  on  our  ready  to  learn. 

proprietary  Kelly  Customizer  training  Call  your  local  Kelly  office  for  details. 

kEuyssr 

The  Kelly  Girl- People  -The  First  and  The  Best1  cmi  iwiys«™«».inc 

COMPUTERWORLD 


Why  WTW? 


|WTW 


COMSYS 


COMPUTER  CAREERS  MID-WEST 


SCOTT &WHITE 


SOFTWARE  PROFESSIONALS 


today's  computer  skills  and 
employment  issues. 

And  it  does  this  through  spe¬ 
cial  Computer  Careers  edito¬ 
rial  that  anchors  Comput- 
erworld’s  recruitment  ad¬ 
vertising  section  every 
week.  Whether  it’s  inform¬ 
ing  IBM  professionals  on 
their  career  paths,  or  updat¬ 
ing  UNIX  experts  on  what’s 
ahead  with  their  careers, 
Computerworld  delivers  the 
most  pertinent  and  frequent 
computer  career  information 
available  in  America. 

To  place  your  ad  regionally 
or  nationally,  call  John  Corri¬ 
gan,  Vice  President/Classi¬ 
fied  Advertising,  at  800/ 
343-6474  (in  MA.  508/ 
879-0700). 


1 

1 

1 

jHS 

m 

mittA 

AUtGHENY  HIAUH  S«V7C£S  INC 

“...We  most  target  oar  advertising  dollars 
in  top-quality  publications.  That  makes 
Computerworld’s  Campus  Edition 


the  right  choice 
for  AT&T.” 


While  its  roots  os  o  telecommunications  company  r 
date  back  to  the  days  of  Alexander  Groham  Bell, 
AT&T,  os  it's  known  today,  is  a  state-of-the-art 

focusing  on  the  integration  of  many  forms  of 
communication.  Headquartered  in  New  York  City, 
this  industry  giant  has  branch  offices  in  over 
40  countries,  soles  offices  in  every  stole,  ond 
273,600+  employees  worldwide. 

Typically  ranking  within  the  top  five  employers  of 
new  graduates  every  year,  AT&T  is  a  major  force  in 
.  college  recruitment  on  campuses  all  across  the 
country.  As  Gale  Vormo,  Stoff  Manager/College 
Recruiting  and  University  Relations,  explains, 
‘Computermrld's  Campus  Recruitment  Edition, 
with  its  underlying  strength  among  college  students, 
is  a  good  bet  for  realizing  top  benefits  for  our 
advertising  dollars." 

'Virtually  every  AT&T  employee  interfaces  with  a 
computer  every  day  in  some  aspect  of  our  diverse 
business.  While  we  also  look  for  students  with 
liberal  arts  and  business  backgrounds,  a  sizeable 
number  of  our  college  intakes  ore  for  computer- 
related  positions  specifically.  So  we're  particularly 
interested  in  finding  qualifierfcomputer  science  and 
engineering  graduates  trained  as  software 
developers,  business  programmers,  systems 
analysts,  computer  technicians,  and  systems  engi¬ 
neers,  as  well  os  hardware  ond  software  account 
executives.  Given  the  current  shortage  of  computer 
career  students,  Computermrld's  Campus  Edition  is 
a  very  viable  way  to  reach  quality  people  with 
specific  computer  education." 


-Go kH.  Vormo 

ssgsacr* 

aw 

relation  to  those  of  our  competitors,  we  get  o  good 
sense  of  how  AT&T  is  positioned  with  the  student 
population.  This  feedback  proves  extremely  helpful 
when  assessing  and  developing  our  ongoing 
compus  strategy." 

"The  overall  quality  of  Compulerworld's  Campus 
Edition-Os  content,  format,  and  distribution — ^tells 
us  that  Computermrld  knows  its  student  customer, 
fomputerwork/has  clearly  token  the  time  to 
identify  key  MIS/DP  computer  science,  engineering 
and  placement  faculty  and  stoff  at  the  best  colleges 
and  universities,  both  large  ond  small,  to  ensure 
maximum  reach  to  all  the  top  computer  career 
students." 

'Like  all  companies,  we  must  target  our  advertising 
dollars  in  top-quality  publications  where  our 
message  gets  read.  That  makes  Computermrld's 
Compus  Edition  the  right  choice  for  AT&T.’ 
Computermrld's  Campus  Recruitment  Edition.  On 
October  31 , 1 991 ,  this  exclusive  edition  delivers 
your  recruitment  advertising  message  to  135,000 

Kents  enrolled  in  top  programs  at  leading 
and  universities.  It's  a  viable  advertising 
vehicle  for  Gale  Vorma  at  AT&T.  And  it's  your  best 
way  to  recruit  America's  best  computer  career 
students.  For  all  the  facts,  call  Jahn  Corrigan,  Vice 
President/Advertising  Director,  at  1  -800-343-6474 
(in  MA,  508-879-0700). 

Ym  best  wm  t»  nawh  Amstka's 
best  camfetm  meet  stedeets 


'Far  us,  the  Annual  Campus  Edition  Student  Survey 
also  serves  os  o  valuable  competitive  benchmark. 
By  showing  the  positive  attributes  of  AT&T  in 


COMPUTERWORID 

P.O.Box  2044 
Marion,  Ohio43306-2144 


>.0.  Box  2044 
/lanon,  Ohio  43306-2144 


W9  Definitely 
a  sophisticated 
DP  HOGAN 
environment 


Every  week  Computerworld 
delivers  more  qualified 
job  candidates  than  any 
other  newspaper. 


That’s  why  more  companies  place  more  recruitment  adver¬ 
tising  in  Computerworld  than  in  any  other  specialized  busi¬ 
ness  newspaper. 

To  place  your  ad,  call  Lisa  McGrath  at  800-343-6474  (in  MA, 
508-879-0700). 


Weekly.  Regional.  National. 

And  if  nrnrlrfi 


GREAT  WESTERN 

E E. 


DATA  COMMUNICATIONS  ANALYST 


LAN  APPLICATIONS  DEVELOPMENT 


Career  Omortunliits 


Work  in 

An  Energy  Driven 
Environment. 


-IBM  SPECIALISTS* — 
AS  400  ■  SYS/3X 

BUY  ■  SELL  •  TRADE  ■  LEASE 
UPGRADES  •  FEATURES  •  PERIPHERALS 


ODMPUTOMARKETMG 

800-251-2670 


AS/400 
9370 

CPU'S,  Features,  Upgrades  &  Parts  for 
Immediate  Delivery.  Installed  by  our 
C  Engineers  or  Yours.  All  Hardware 
Tested  &  Certified  by 
.  IBM  Maintenance. 

■  ■  loSBAI  r\  1 -800-553-0592 

UJVRLD  "ir  suss 

DfflW  PRODUCTS  mSncto5^mn5h«_ 


Buy/Sell/Lease 
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CLASSIFIED 


“...Computerworld  Direct  Response 
Cards  help  us  focus 
on  the  people  ( * 
most  likely 

to  purchase...”  iSSc,****. 


Spectrum  Concepts,  Inc.  hos  grown  over  the 
post  decade  from  a  New  Yortc  City  based 
software  consulting  firm,  to  a  leading  sup¬ 
plier  of  communications  software  solutions 
worldwide.  Its  XCOM  6.2  software  product 
set  new  standards  for  the  industry  when  in- 
troducted  in  1 987,  and  continues  to  lead  the 
way  in  LU  6.2  connectivity. 

According  to  founder  and  president  Alec 
Gindis,  XCOM  6.2  provides  off-the-shelf  IU 
6.2  communications  among  the  industry’s 
widest  range  of  platforms  -  mainframes, 
minis,  and  PCs  -  from  such  manufacturers  as 
IBM,  DEC,  Data  General,  Sun,  Stratus,  Ap¬ 
ple,  and  others. 

"Rapidly  increasing  sales  have  shown  us  that 
both  large  and  small  organizations  can  ben¬ 
efit  from  our  communications  expertise.  We 
offer  them  far-reaching  solutions  for  applica- 
tions  like  file  transfer,  task  sharing,  software 
distribution,  transaction  processing,  auto¬ 
mated  backup,  ond  more.  Efficiently  reach¬ 
ing  prospects  who  have  these  needs  has 
been  essential  to  our  growth. 

"We  value  the  way  Computerworld  Direct 
Response  Cords  help  us  focus  on  the  people 
most  likely  to  purchase  our  products:  those 
with  advanced,  multi-platform  data  transfer 
needs.  The  cards  give  us  the  broadest  reach 
to  all  the  major  players  in  the  information 
systems  industry. 

"And  Computerworld  Direct  Response  Cards 
consistently  have  provided  the  lowest  cost 
per  lead  of  any  of  the  media  we've  used.  In 
fact,  we  receive  hundreds  of  high-quality 


measurable  results,  Computerworld  Direct 
Response  Cards  provide  substantial  lead 
generation  for  direct  use  by  our  sales  force. 

"Unlike  many  other  cords,  Computerworld 
Direct  Response  Cords  also  offer  the  oppor¬ 
tunity  to  do  'split  testing.'  They  allow  us  to 
test  alternative  marketing  strategies  scientif¬ 
ically,  or  validate  approaches  we  already 
use." 

Computerworld  Direct  Response  Cords  give 
you  a  cost-effective  way  to  reach  Comput- 
erworid’s  powerful  buying  audience  of  over 
1 35,000  computer  professionals.  Every 
month.  They're  working  for  Spectrum  Con¬ 
cepts,  Inc.  -  and  they  can  work  for  you.  Call 
Norma  Tamburrino,  National  Account  Man¬ 
ager,  Computerworld  Direct  Response  Cord, 
at  201/587-0090  to  reserve  your  space  to¬ 
day. 


C0MPUTHW0R1D 

DIRECT  RESPONSE  CARDS 

Wtim  yn  frt  timt  nan  to  entity  ukt  Ml 


=  1 800343-6474 

IN  MA  508  879-0700  / 


:p percent  gainers 


_AR  GAINERS 


Computerworld  Friday  Stock  Ticker 


AUGUST  12, 1991 


Announced  j  list  price  '■ 


Instead  of  products 
that  are  fat-free,  salt-free, 
or  cholesterol-free, 
wouldn’t  you  just  prefer 
plain  old  free? 


GET  A  FREE  TOKEN-RING  BOARD  IN  THE 


Right  now  you  can  get  a  free  token¬ 
ring  board  from  DCA\  hassle-free. 

Just  call  us  and  we’ll  send  you  an 
IRMAtrac"  or  MacIRMAtrac"  evaluation 
unit  for  a  45-day  trial  period. 

Our  flexible  design  allows  IRMA¬ 
trac  to  adapt  in  a  variety  of  ways.  It’s 
convertible  to  support  ISA,  EISA  and 
Micro  Channel®  Architectures,  handle 


shielded  and  unshielded  twisted  pair, 
and  work  at  both  4Mbps  and  16Mbps. 

We’ve  even  carried  this  unparalled 
flexibility  to  the  Mac*  with  MacIRMAtrac. 
And  because  the  RIMs  are  interchange¬ 
able  between  boards,  you  now  have  a 
single  source  for  support  and  upgrades. 

Plus,  you  also  get  compatibility  with 

the  leading  network  operating  systems. 


GRAND  LANPLAN. 

Finally,  you  can  keep  the  trial  unit 
when  you  buy  12  from  your  reseller.  Or 
get  it  at  a  healthy  45%  savings  for  $495. 

< 


DGA 


tDGA 


UNIX 


DATABASE 


Which  UNIX*  RDBMS  did 
Hewlett-Packard*,  IBM*,  Unisys’, 

Data  General*,  AT&T*,  Sun*,  and  Sequent* 
choose  to  demonstrate  the  power  of 
their  latest  UNIX  Systems? 


Informix. 

Wirt, in  ihi  |nm  rtvn  month.,  ww  X  th «.  cwmanies  mho 


thc  INFORMIX-OnUne  database  server  to  demonstrate  to  their  customers  the  > 

power  of  their  latest  UNIX  systems.  No  other  UNIX  database  product  has 
^  been  this  extensively  benchmarked — because  nothing  shows  performance 

IDC  study  on  UftlX  OLTP  likeOnLine. 

UNIX On-Line  TauacMi  INFORM 

erttmedt  MiJn-ftct  UNIX  Sues  OnLine 

, _ 1»I)  state,  that  some  New  TPC  Benchmarks  Used  what  j 

4%  uf  Sties  running  commercial  |n  ^  ^ase>  ,he  Transaction  Processing  Performance  Council’s  rigorous  TPC  A  UNIX 

^'^rZnTOOm’  The  and  TPC  B  benchmarks— the  new  standard  for  comparing  system  and  database  J^IXarc 

ih  retains  riot  k*mt»m«  performance— were  used  to  highlight  OLTP  performance  and  database  rnultip 

for  UNIX  OLTP  applications  throughput. 

The  Number  1  Choice  for  UNIX  OLTP  fl 

Informix  is  the  number  one  UNIX  OLTP  choice.  A  January  1991  International 

O  Q  Data  Corporation  (IDC)  study  shows  that  when  it  comes  to  UNIX  OLTP 

'  'I  applications.  Informix  products  are  installed  at  more  than  twice  as  many  muln-user  W  1 

“ . ~  *  UNIX  sites  as  our  closest  competitor.  It  s  independent  confirmation  that  thou-  HI 

1  sands  of  companies  worldwide  rely  on  Informix-based  OLTP  solutions  every  day. 


A  Decade  of  Innovation 

Informix  has  been  a  UNIX  RDBMS  technology  leader  for  over  10  years. 

Continuous  innovation  has  resulted  in  advanced  application  development  TP1  w.  TPC  Ba 


action  process, rig  bfachmartcs  environments,  and  multimedi 

o  provide  performance  data  to 


ASK/I Ingres.  Informix  products  can  meet  your  data  management  needs 

ZZZZ  Call  us  toll  fee:  l-800-68^IFMX,  ext. 2. 


Data  management  for 
open  systems. 


